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\ ABSTRACT AND Ml TUODS 

This; project is to provide a i-irrriculum guide for a school 
store-model store at North flij^h School, Fargo, North Dakota. Tlie 
store at this high school is an attempt to combine the favorable 
aspects of both the school store and the model store. A school 
ston^ provides actual "1 ive" experiences to students while the 
modc^l s^tore simuhttes the experiences/ 

One important fca^ire of the project is that the Distributive 
lUlucation I curriculum is built into the store. The major retail- 
ing functions; merchandising, management, sales promotion, and 
finance; are the foundations upon which the s^tore and the* project 
are developed. Stutlents are grouped into one of the retailing 
ttinctioiv. listed .thavr- fo'^r a nine week period. At the end of each 
nine w«-ek perioil the stuilents rotate to of\o of the other retail 
ftmctions. Projects relating to c/ach function were researched and 
d(^velopcd to provide actual and simulated'retail experiences. 

The store is open duriiwj school hours and is staffed with 
students enrolled rn the Distributive Education I c.l4iss. All class 
members are required to work during free periods throughout the 
week. ^ 

This repot't is an evaluation of the school store-mode 1 store 
at tbe end of the first nine week period. 



^, - CllAPTHR r ■ . 

FINDINGS AND ANALYSIS . 

Rrsults and l'inilin_ps * ^ ^. 

Di r ibut ivr I'llucation hns as one of its ^^oals thr preparation 
of stiultMits for lohs in marketing and (li st r i but i on , The training 
nei*i^'«*;a ry to mvrt this ^;oal should be an nearly like th.e actual 
c-xp.M-i enee .r. possible. Many educators believe that cooperative' 
part-tiiiH- eilucation provides this training',. Questions can be raised 
rcivw'dini* the success many proi^rani\ ar(^ ;U'hievinf» in tiKK^ting that 
.:o.il. Are stuiU^nts rcceivinj; practical haruls-on aiisip,nments or 
task-.? An- thev making: riM 1 sales pn*s(MTt at ions ? Are stUih.Mits 
■ ulnwlly I ni'.ii'.i d in preparjnj: real adve^rt i sements? Are they becoming 
Ui-t^lv 1 m .iitual nianaj'.i'mrnt decision making? 

In most instarurs, t-ikin^. int(i account the* quality -of the 
v-fM, per, it 1 . 1 trainin^t station. stuiliMUs \rr not ^^iv(^n the opportunity^ 
To pirtakr if ri..n.i^;fi:K'nt ' I'oh m busi^n^ss. Rc^lativcly few trairg^g 
stations perrnt fif copi r it i v(*- education students to become involved 
in the actual drc is ion niak nn; process. This attitude by businesses 
IS to he expt cti-il siuct^ most of the stuilents have not haif^exposurl" 
to m iny of manaiu'mi'nt ' s prebh^ms. \ • 

WlM'xr and when should iH. students reciMve t|] i s exposure^ t(i^v^ake 
thrir cooperative education more m(\'ininj4ful ? 'imj\e answer is t^ start 



a sthool store. The school store can provide moS't of the liar|(Js- 



on 



praii^fc|^cal experiences a student needs before becomin-g invbivod in 

8 • . . ^ " ^ 



cooprrativo riliira 1 1 on / \hv school store can Hccomc a training, 
device afiVriiu; exptr i imk aruJ- opportunities in publrc relations, 
mann)iiMniMit , control personnel, recruit iap,, leaiiership, sales and * 
advertising, window display, and buying.^ The most beneficial time 
a distributive education student can receive this training is prior* 
to the senior ytvxr cooperative pro^^ram. 

^^^'^^ J'ii'' the Stu dy a nd Purpos(- 

There are a number of articles Tn periodicals which provide 
check Ir.ts or w'lvr p^eneral suj'.^c^s t i ons in developing school stores. 
Many ot thr ma^lerials outline particular areas to cover, but few 
actually -^i t down a complete methdd of operating, a school store. Tlie 
purp<v-,i of tlie study is to develop a comph\te^ coxarse of study for the 
school -.loreVit North lii|;h School in I-ary;o, North Dakota. 

I mpleiM'-nt I n^'. the school Ntore into tlu^ HI curriculum resufts in 
tlie rollownu; ri\j li ^'jimcnt of the course offerin^^s. Students in [',rade 
'ten nay selt^ct a one semcst er cours(^ in Salesmanship. jClasses in 

C.rade elevc^n havr hc<\n n^^lact-d by the s.chool store. The cooncrat i ve 

t 

prof'.ram is maintained and is available to students in parade twelve. 
Selective* c-oopc rat i ve plaiiMiu-nt of students in j'.rade eleven is also 
maintaincnl. * • ' • 

/ 

A limit(\l am{)unt of prirUed materials are avat-lable rc^arding!^;; 

tlie operation of a school store. There are also few model storeslf 

f 

>op(«ratinK in the United Stat(-; with Minnesota bein^ a pioneer in'1 
the area. Little published material is from these stores. Tho'f 



^Joseph C. Ilccht, *'Kound Out Dl liducation Kith a School Store*^ 
nnjoda^, Winter 1907, p. 3. 
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projoct at F'arjM) North \i\yh School is unique in that a school store 
servos as the cla^-, as well a^ an operatin)^, business. If is a combi- 
nation seliool store aiul moih^ storr. By ilc^finition a model stoyc 
provides siniulated experiences, wliile a school store provides actual 
exju^riences . The Oklahoma Pi; Course^ of Study, the University of 
Texas Dl! Materials, and tlie Oliio, State University Dli Materials were 
u^;ed extensively in developin^^ and assembling the curriculum for this 
proj(H*t. 

As stated earlier, tlie school store serves as the OF: I" classroom 
IS \sc\\ .Ls .in operating business. The curriculum for the store is ' 
planned around the four major retail functions: Manapement, inerchan- 
ilisiru'., '>ales promotioi^ and finance. Virtually every activity involved 
^in owriiru* and operating, a business can be taught by the use of the 
school ston . T!ie cui'r i ciil uin materials are developed to formulate 
I'^tailiiii; experiences w!iic!i will aid the ^tiident in skills and attitudes 
n(^«v- e,,ipy for later cooperative woi-k c^xfie ri ence . 

Th(^ sclHiol '.tore at Nortli nij;h ScIutoI is located in the commons 
portion of the school buildin)^ Flii s .irea is located in the center 
\of tlie sclu)ol and ^^nerates a <'reat amount of student traffic. All 
classrooms as well as the larj^.e group instruction room and' the theater 

a 

empty into thc^ commons area. - The commons also serves as the lunch 
area durinjT the noontime hours. This location is ideal since*it serves 
as the hub of the* school. 

An area J8 feet by 28 feet within the commons is used as Space 
for the school store. The store is tlcsi^ncd with walls constructed 
floor to ceiling with double Rlass cy^trance doors and a display window 
area twelve feet in lenf.th. The display window space can easily be 

10 



diviih^l into thnr i ihli \ i .lti:i 1 foiYr fof^ windows by n*; i ng* movab Ic 
partition-; to srp:uiti' ihiin. The interior fixtures iPchulc: A casR 
4-e^:i St CM' , yA'V^^ -.liowi .r.i*s , a wraj^ counter, wal ] jncrchandis i np, units/(^ 
j^ondolas, inannv(iuiruis , pnporback book displayors, and sa 1 cs t ab Ics . , 
The fixtun-s T.ire wox. pc nnanrnt ly attacbcd so that the store layout 
can be cbanp^ed jis' the run-il arises. Fij'.ure one on the following, page 
illustrates the store layout. 

The four major retail functions comprised the elements for pre- 
paring curriculum materials. Hach of the functions - manajjetnent , 
merchandising;, sales promotion arid finance - require nine weeks to 
complete. The students are diviiled into four groups according 
the above function*? anil change each quarter. 

llach group i? scheduled once a week with the instructor and all 
students meet as a class once *a week. The remaining three periods ^ 
per week the students are^ scheduled to work in the store during their 
free periods. Store-hours are frbm 8:30 a.m. 10^ 2:05 p.m. Using this 
approach permits the student to become actively involved in all of 
the rc^tai 1 opc^rations. 

The management tc*am incluiU^s a Heneral Manager, Assistant Heneral 
NTanager and j'our department man;irers. The general manager for- each 

nint^ week period is «.( b . t'. .1 through the following procedure. All of 

ft 

the students l;i th(* n,in.i)>-mc nt tea n are eli):ible to become the general 
manai;er. livc^ry manajuinent team member prepares an applip^ltion blank, 
a re*;umc' and arrartgf for a per-sonal intgrView with -a committee com- 
posed of advisory committee member^. The advisory committee selects 



11 



6 



the l>cst stiuliMit )vik.i;i1 manaf;er,' the scccynd best as assistant 

. ■ • . ' ^ • ■ 1 

general m.in.if^er aiul tin-' j-emai nin^ mcinbors bacome dcp^artment man- 

' - * . • ^. , \ t / / ' 

" ai;ei's W'i th nr tlu' ^to^c\.' llvi s procedure requires the student to 

^ leai^n about application blanks, personal yesiimes' an^ interviewing 

- techniques. It also actively involves the DH advisory coifmiittec 

' ' . I ' 

members. The s^une procedure for selecti/ons is used for each nine 
. > . . . ^ » •• 7 ■ ' ' . ^ 

. ' wjoek period ut i 1 i z in^ .3i fferent adviso^ry coramittec members. Once 
the j;enera r mana^^.e r and assistant haW' been selected, they clsisume 
• ^ :the T'es|K)nsibi I ity of , the overall operation of^tbe school store.* 

An additional breakdown of the/store into departments of , school 
sup.pl ies, school and paperback bool/s , specialities, and consignment 
sales penults, the use of departniciit nianap.crs. The school sujiplies 
dof^nrtiticnt include^ items suoli as: . I^eus , pencils, paper, folders, 
rulers, compasses , j^rot ract o , erasers, and other similar school 
iifnterials used- by the student:. . C^ass workbooks are sold by the 
scliool' stdre as j^^studt iU cojiveniencc- even though they arc usually 

- salable only al the beiM nii i iiiv of the sclioal year. ThcsUpply of 
papei'bac.k books can iisual'^^ly he arrnn^^od on -a consignment, bas is 
through a hical supplier. /I', is aT'rnnr,ement will eliminate the 
capital, requirements ncco:-:':;nry to maintain the wide .selection neces- 

sary in this department. The spec i a I i t i es (Jiepartmcnf' includes items 

* *" . . ' ' . * 

^oi" merchand i '.u; sueh as: Sihno 1 i i ijrr i m cl T^sh i I't s ^ ' sweat shirts. 
^[Hi^-iiant , f>ins, novrltu , .nnl o t h c r* iuio:. t r r items: 'I'he eons igriinent 
sa les crepai'tmeiit receive , iiu reh;ui.! i se J rum local mereh;nvtes on a con- 
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signment basis. To4Mustrate, the m.inar.ement team and the merchandise 
■team may select women's siKM'tswe.ir a^; me i-cIkuuI i '-.e thnt should be 
' c-arrie(,l by the stoi-e. This information i", rel.iyed to the DJi instructor 

13 ■ . - ' 



wiVo coiit:ut'.;" n liu';»1 htisinrss requesting npproval to obtain the 
inerclKi'mUse, (^ncr llu^ iijiptovnl Ims Ix^en j^ivcn, the manafjement and 
inorch;MuIi«;o tc'Tmii^nip; t prepare n list of items they feei roec.t^ ;the 
needs oS the s.tore 'customers: A group of biiy>ers from these- two teams 
Visit the local merchnnt and discuss their list with 'the merchant . 
.The local business is usually willing an^l able to* gnidcv the studgnts 
in selecting appro])riiJte items of mercliandise , * ' . . 

fkVck department managc^r is responsible for the activities of 
thc^ir dei)a-rtment nruUhovo control over the department. ^The general 
matmg.er , and hi s assistant aid the depnrtment managers in decision 
TiKiking, . : , ; 

The entire irianagemerrl: te^am is responsible for preparing an 

.organi r,a timial chart of thc'-school store." (See Figure 2) TlTe team 

<f - ■ . ^ " ' ■ • ■ ' 

also d'\ c lops per^uiune r jioj i cies' wh i ch must include: Simulated - ' 
h'MM ly wai^>s, f rinr.c bcMiel its , employee conduct and grooming/' train- 
Ml;:, tva liiat i(Tn , -;ind' entplcyec- conwnuni cati ons . Tlie. management team ^ 

ijiust "]n'e]>are a prr^w-nuio I hnmlbook which includes the store's 
lules aiid regulatimi\|^^ of the other functions of 

.ales prtimution, mi rchand i " 1 ' / and finance.. is an additional manage- 
nent. r(;?pon,s i b i 1 i t y , Thr am i s^ responsible for all marketing 
n-^oDrch and public relations act,ivitie.s for the, store. » 

^^.ercl^andi ";'i.ng Yc:yn . • 
'Hie mtM-charuli*; i;n; un i * , like nil, the othe.r units, is nine weeks 
in len)»,th apul fol Umvs tlie n^tat^on y^cliedule. Team' members are pro- 
vided similar check '^lux^t s -:is the other teams and hnve other specific 
resji^ai ; i 1)1 1 i t ii-s whicli' npply tq tlieiT area. The responsib i 1 it iyes of 



i I'.urc/z""^ 



N(MVni ilM.!l *.MiOO! '/lOl^l; ORCANIZATIONAL CHART 



L 



S t If ^ 



Spec i a] i t i cs 



Sales 
Person nc I 



Dcpt - Manaj^'.c r 
Cons i gnnu-nt 



sSales 
Pc rsonnel 
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this team inclndt '\rM;. clu*ckinj», ^-.tocKinj;, marking, and 

jiru-inr. .ill dI tin m 'iMiii". nx r< liandisc . *rh i s i s. by no means a 
?.ina!l ta'^k*'.im(* lhi\\ .if; (h.irjMil with tho responsibility oi' main- 
t.iiiiin)'. mjITmiimIc 'I oik'. :\\\<\ jn \)vi din)'. ;i inrMUs of contrc^l of ;j 1 1 
mo r« li.uid i . I nd i \- i dii 1 1 j i " mm n t '• in I lif ' nu^ r< h miuI r . i ii)* vm i t 
c ! all til the no« ( ,11 \' i n I f >i m.i I i f)n iifcdt t|, to lariy out tin 
opii'al ii>n of the - toro. I'»nyinr. ol' mo r c hand i so is one of the rcspon- 
• sihilitit^s of tii i loam . All in'MnhcM's fil" the* team must work together 



with eaoh of* l-lie fh^jMi'tmont manaj'.or*; ,4 n il(^t(*nninang what sto^Jc to 
(irdM ;nul in what iju.in I i t i o-; . I )o t o rm i n i nj», the p 1 acc nic'n t/o f m(* r- 
ih.wivli^.o withiJi th^- 'Jort is i diitv o !' the tis'im. Nie/f haruli i rij', 
ilooiiion'. mioU ni.idr i.) .oUi th'* problem of sh^w-rmoving items, 
(or ox.nuphV shMtiKl t h' pla. ';rnt. f)r^tho nie reh^mdis'j be chanj^cd? 
\ Won Id additional jMoiii' >t i * n ht< 1 p t « » i neroas{» /a 1 os ? 

A 

lb' ■ ' 1 1 » Protir )t i \ oi I • oT 

J\\c salt*; *]MO!'io1 1 on iritf rial'. |irovjy(bv'-i voral individuiU * 
I'. . rj;nmo!it s in pr*paMn>' id\'f rt i uai*' nl / and window displays. Group 
ass i ^Munont inelo!'-; r» • m'"' hi v'74.1v advertisements for the 
;chool n«w^»pap«»r, jir'P'i if i.' "f i n/io (vmi»io ih' i a 1 s to be j;ivon over 
t*ho ••.ebon I' intri mh ? „ r; i ;m /[^arinr. t^lovision commercials 
t i I i /.iaiii. tb«' \ id''> r - m'* '^^- ^'^ ''e!^*''>' • Onrinj; eaeb nine 

, t'/i' s.i prom(U ion t' am must plan 
taiidaisl promolioas usod by 
1 » I bf j I I i sl tM tu' w( k team c an u .o a 
Ilia* i' ti\!tio' of thei'vchool. 



Wl ' \ pe I' i od o I lb' 
an a I 1 - t oro p ioim' f i 
"f stor-' s. I >i 

"b . • t M ! I )i( 



I I' h t)f t lio f) i uv \\'' ^ ^ 



\i \> r'\ 'MH» ( vont I hat ( an be 
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- • ' 

mscmI, sluli .is: 111 Ml' "r iiH'., (Ihristmas , llastrr, Valentine's Day, 
ami otiuM's, il .'or-f ,i v/i v.nmcnt'^ are also incliulc'd in the 

\\u\X i'oy t aril the |t;>it * • ilcpar t nuait s , Tlieso as*; i jmrnent s must 
cotnpleteil in eoiijn t i i mi with the »lepartment manae/T, 

The !• i ^J^'''"l ^ * • 

^ « 
M.any of \hr as^ i jmihu nt •> in the finanee unit are simulated. 

Team members mn-^t (onsult with iMan;\tMM'K^nt to determine the hourly , 
wa<:(^s to be u.'-d in ^tlu- s i mil 1 at r^rhvT):iv ro 1 1 , livery student who^w^orks 
iM the •;t(M*(* i r'^uiitd t^^ 1 ♦•(•p a tine ( ard indicating the hours 
\,nrk<»d ptM' ilay and W' K , I in uiee team mepil>e7's prrpaVe a weekly 
payroll which must include wi^kly gross earning, see i ^^ocuri ty 
i^A wi thhuld.in«' tax d'^hut i car; , pr/eparinv. intlividiial employee pay- 
re I I I'-coi'ds, pivfdll »l'druti'>n Torn • , and ])ayroll elu^ck*; , 

■ ' ■ ■ ' • \ 

Aiuitln'r 'ifnulMtd pi^^i.t i*^ th** Reco r*!! e<M) i n I'racticc Set I,\ 

' ' - * \ \ 

PUu, riitien, hv \'.>I>I > IrM ... Ihi ^ Cr.iw IIill publication includesX 

a ce'^ip 1 ( t e set oJ a « i (ii iii t* i n^- t rajps ru t i oris ior a small business, for 

a one mow t h p«'lied. Tin t • ri.a t i on booklet" in tlic practice set 

i 1 I ie« t rat (^s all of tie !• -'i jt,lit>n'> and all ef the business papers 



aiul /e?re;. le'c 
i mum anu^uiU ej k ' ^ :.'t 
1 i ce t • ; til ill 1 " I 
' -lb. r ■ • f ' he • ■ 
' 1 .i( t i » f '^r- t ^ r I !' * • 
A b.i I aiic 
nth \'nv thr 



»Mipl(^ti'M» Mi" the pra.tiee set. A min- 
* "Uv'lf i ■ rued* d to enrn[i|etc the prac- 

' i ti-'M. .ivf '.'plaaned fully, bach 

r ijUM' ? T > pi:»riii'-(* a!'d c(^nplctr* the 
\. ' (d 1 r 1 o I . 
1 • * t , I t M ( 'I • t a t '/r^* -11 1 'M! 1 ■ t l)e p r*( pa n d eaelj 



r I I ' 1 I ; ion "I t ■ t .It c*n'i II f s n (jii i 



til" (■ i iiMiic" t» ir.| I , I, 1,(111,1,1' !n\ ii'i M ol ol tlic 111 fch.'in- 
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ilisiv in tho '.'Ji''^ t ♦ ' \"*' closc^ (if ' h h month all invoices 

.iiiul bill^^ nm^t |vm'!\ Ih ;m\)i f lure tor p.iynifnt requires the 
te.im meinbcM's to |>m p.M-. .1 k rt quest ienn aiul pre*»:nt the form 

to the sehool^ (li 't ri I I KmuiUiiu'. ui'fi <;. All of the aetunl accoimt 
ifU' :»nil inoifee itrkopt bv Mn } .i r ;(^ ■ .Si Wi ■ ^ I iMstrict tJfficc aecounting 
ilepartiiu tit . Thi''. e I i mm ii.i ! ( •>! lh(* nef»il Ijm*' i M ife tax rnul us( permit 
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IMPMCATJONS ()!• SCIIOO-l. STORl: 



The *;rliool store h.is (ill the inj'.rrcl i c^nts fof pcrfcH'tinp, n 
ni: prnj'.rani. The store becomes ;i\ t riiininj', dcwicc which offers the 
stiiilent experiences in public rolaYions, mnnitj'.cment , cotUrol, per- 
(iiuiel, rrjruit'lni;, leadership, salbs and advert i'S^i np, , window dis- 
play, ;intl bnyinj', . IVIiat makes the school' store experii^nces 'so valu^^ 
able is its ability to focus attention on problems in actual ^retail- 
inv: operations,^ A j:ireat many of the as5i^',nments the students com- 
p!et(* arc situ.iliont^ thry may by* f;iein^', on-the-job. It m^jst he 
iiMiKMitbe red thnt the Nortli Hiiih slon* is d(*si|Mied for students in 
theii* jiiiiior ye.ir of hi^'.h scliool. Tiie pi^jeement of the store "class 
nuim" IS to proviile the stinlc^nt with mennin^r.ful experiences before 
"(Mro'llJnV, in the* stonier* year cooperative pr^))'ram. -This arranp,ement 
pr(*pares the student to become* a more valuable*- employee when partici- 
pating: in t:he cooperative prnjiram. Jitiuj-c^nts working in the school 



« ((TTc^ are rjven an opportunity to make decisions and to see the 

I 'Uilts of the action tak(Mi. I.xposurc to rerilistic problems tacin^ 



I'lailinj: r.ives the student a better-understanding^ of the entfrc ral' 
a retail store. Some ol tlie decision's the students make are not 



'.fost^ph C, Ilecht., "F^otind Out f)I: i;ducation Kith a School Store'*, 
To.fay , Winter 1967, p. .1. 

"Lawrence Levinspn, "The School Store: 1,(\arninp, by Involvement, 
Part 2.", nii_Today, Siimm(*r 11)74, p, «. 
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I r.oing to he profi table.' • Thifi'^cxperi-cnce can provide a real IcarninR 

/ ' experience since not' all decisions of retailers turn out to be the 

/ best decisions. " - . 

i ^ A second , impl i cat ion of the" school store is. tbc^ promotional 

aspVct it can provide for the DE program. Since there arc a limited 
number of **showpl aces'^ in a schdo'l , the school store ^becomes a 



jiatural focal poinrt for,.vi5;"itors who want to see up-to-date cduca4 
tional itleas.^ Die *'showplacc" theme also ^appl i es; to ^ther students 
not cMiroM'ed in W. . Tlte stitdcnts soon realize that-the 'DP- nro^r^ 

tliffers from their regular classes in that the school store is Rart 

. o • ■ . 

of the total coiirse." Th.e development of an cxprit do corps Jn 

Students working in the stare is a valuable^ in t4ie success of 

the store, ' " - ' . - " 

A third implication appl ics to future recrtfi trnQnt fS^', the DE 

■ ." .. . ''^ • 

progrjuTi, Interest in the store and th& eathuslajim, of the students* 
enrolled in the school store can stimulate interest in DE.^ Students 



p. 



enrolled in the Salesmartship ^lass , of fered to ?;tudents in grade ten, 
^^4. can be Tecnii ted to worR in the store. Exposure to the retailing f 

. experience is a motivating force for takilig DE* in their junior and ^ , 

senior years. The school stoYe can awaken int-erest in and curiosity 
about retailing and provide unequal ed learning opportunities for students. 



^Hc'cht, **Round Ouf DE Education With a School Store**, p. 3, 

"DIirA Hulde, "Allmi ni st-rat i oii .pf the School Store'% Falls Church, 
Vfrginia, r973-1974, p..-4l, " , 

liecht , ."Round Out Dli Ecfucat i on ^ith. a School Store**, p. 4: 

tf * . 

4 ' ^ • * 

Levinson, **Tlie School Store: Learning by Involvement ^ Part 2**, 

p., a-. ■ - 
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' ■ CHAPTER III 



/ . SUMMARY^AND CONGLUSIONS 



.Prepare students fOr^ gainful employment in distributive occupa^ 
tictns. 'This is one of theu, chief .goals for distributive educator^. 
Preparation for gainful employment means^that the DE educator must \^ 
review t^e' instructional mCthC)d3 employed to attain that goaj. Are 
the ttaditional^pi^eparatory classes fulfilling that goal? How mean- 
ingful are the learning experiences received in t;hese classes?-* Are 
the student's learning i)y involvement? Are projects: ^^real"? The 
use of a' school stdre -can become a viable alternative'/tOvthe tradi- 
tional classroom and in some cases cooperative education , School 
5?torfe experiences provide "real" situations for the ^tudent. v Daily 
assignments employed in the store-clas^ .setting become more^Qjinin^- 
'ful when the student actually sees the rcsultg of his work^^^^^c ^ 
results are measurable and are, usually in the fojm of increased^ scalps 
fbr the store. The traditional classroom project oT^STore layout, 
for oxample, is one 'in which the student may construct a drawing, 
while the school store required that ttie student actually move show- 
cases. Students can see how store layout can affect sales volume. 

The format employed of dividing the store into the four retailing 
functions, gives the student sufficient variety in the store functions 



^Lawrence ^evinson , "The Schcfol Store: Learning by In^yolvcmcnt" , 
DE Today, Spring 1974, p. 1. . . 
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and duties. Each unit is nine weeks long, which flicks sufficient; 
time for most students and may push others -into completing ''thejir 
assignments. Several of the assignments in each function require 
the combined efforts of all students in the team. \Vh^ combining 
all teixm members, students soon realize that there musf be coopera- 
tion in a store in order to domplete the job. Other projects i„n the 
store require the efforts of two or more, teahis to meet the* goal. 
Here, team members can witness the need for interdepartmei^tal coop- 
erat-ioTK ^Using a school store can provide the sp^rk needed to get/ 
^-tudents involved. If one member does not' do his job, otht^rs must 
pick up the slack. But, like a real business, the student hot doing 
his job sv.ill soon f„eel team„pressure from the other member. ^ 
The school store is not for all DF- instructors. Anyone 'Who 
prefers ff^e structured classroom will find the stqre to be very 
frustrating.. -^In many cases a few students will be completing the ■ 
s.iiiie project, unless it is a team project. Students assigned indi- 
vidual work .wi 1 1 be at many different stages of completion. Some 
students will need constant prodding, while others will complete all 
assigned work early. Actually, this is the real significance of this 
project, individualized instruction but with deadlines to meet for 
the <;choo| store. 

.Tht> placement of the school store in the junior year provides 
3, t\)r early identification of those students interested in a career 

^ .in distri^bution; Students find out in school, rather than on-the-job 

* .whethe-r they are geared for a career in retailing or job in distribu- 
^ ■ I- ' , . ■ » 

tion. T\\v school , store may not be the answer for all DF: programs, 
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but it can provide unlimited experiences for students when they 
learn by involvement. . /f/ 

- ■■ \ 

Corfclusions 



testing period for the store concept was nine weeks in , 
length. In general, tho total approach has been very favorable by 
students, administration, faculty, advisory committee and the general, 
public; .During a recent parent back-to-school night many favorable 
comiuents were received from the parents visiting the school. ^ 



The following'is a brief IiDok at each function with changes 
thatare now being implemented and problems that still have to be 
resolved: . 
Managepient - ^ ** . 

We decided to elect the manager by a .vote of his group members 
rather than use the iftftarview method used in the first quarter. The 
assistant manager was also elected as were team captains from ea*ch 
of the other fung^ions to be a part of management* The remaining 
four members of the mlanagement group werc^ elected to be officers in 
DECA ; president , Secretary, treasurer, and reporter. Management now 
meets Fridays to plan 'for the next week and meets with the team cap- 
tains Mandays to give them instruct'ions for their group. On the first 
Monday of each month the class will meet as a whole for a DECA meeting. 
These two changes are an attempt to improve communications. 

During the first quarter, the coordinator was required to take a 

, , , ■ ■ ■ 

more active role than orijjinally planned due to the inability of the 
student marfager. Lack of coiranunications from management to the other 
groups was a problem. The department manager positions tended to 
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become meaningless. 

m 

Sales Promotion - * • . 

This group, was the most enjoyable and successful for all of the 
students during the testing period. An all school contest was held 
to name the store. A ten dollar prize was offered for the name 
selected. "The Common's Market" was the winning entry. 

A problem that is jieculiar. to this group is that there are so 
many tasks to complete, that it is difficult to complete. all of them 
in nine weeks. One Solution thr^t is being considered is to assign 
two members to each task for a'two we^k period and then rotate assign-, 
ments. ^ 
Merchandising - 

One of the areas that need improvement in this group as well as 
the others is the attitude of each member to "see" be/on^ the need 
of completing the assigned tasks. To see fhe everyday chores of 
housekeeping; i.e. pick up paper, clean glas,s, arrange merchan^l'ise. 

A solution to the communication problem, mentioned earlier, and 
the assignment problem above is for the team captain to post "a list 
of things to be done on a daily or we^^kly basis- IVhen the student works 
in the store, if he is not busy with customers, he checks the assign- 
mcnt list for things to do. * 
Finance - 

In this group there is a definite time lag between the duties and 
the assignments. Most of the duties must be completed at the end of the 
month; i,e. simulated payroll, financial statements, inventory. Attend- 
ance in the store is by way of an assigned time sheet on which the 
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students sign their initials. The finance team kee 
weekly and calculates the payroll monthly or quarterly". There 
seems to be some misunderstanding of the function of the finance 
unit. At the end of the first qliarter nobody selected this as their 
first choice for their next -unit. 

We are stressing more training with the cash register in this 
unit to give the students something to do during each month as well 
as to improve our use of the register. The practice set that is 
required in this unit proved to be an excellent as'signment . This 
unit does help the student tTo become aware of'the f inancing^problems 
in business. 

Recommendations ' " 

Evaluation of this prqgr^m must be a PQntinuous process. 
Students are beginning to recognize that procedures, policies, mer- 
chandise, and store operations require constant evaluation^ and 
change. There is a dangerous tendency toward a monetary evaluation 
rather than an objective evaluation on the basis of the learning 
process. 

♦ 

Wc have found' the store approach to be a very realistic method 
of teaching distributive education skills and wOuld recommend^ 
similar operation to every distributive education program in'the 
state. However, due to the many diverse functions involved in the 
operation and teaching of this method, an extended' contract seems 
necessary to prepare and oversee this operation is much great than 
anticipated. 
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